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Articles are cross indexed by general subject and, where applicable, by country or area and product. In each entry the issue 
volume-number precedes the date. The index in the February 1970 issue covered all issues from beginning of publication through 
1969. An index is published in the first issue of each year. 


General 


ADVERTISING AND PUBLICITY 
Product brochures: your silent representative 
The role of advertising in export promotion 
How direct mail works 
Industrial communications: shooting with a rifle 
How to get it on the shelves 
Trade fairs: uses and abuses 
Making publicity work 
Choosing and working with advertising agencies 
Keeping jute up front 
How New Zealand sells “Europe’s newest meat” 
The printed word—Part 2: Publicity 

for export promotion 
Advertising to industry 


Kenya Pyrethrum’s ads tell how to choose insecticides 


X/3 July-Sept 74 
X/2 Apr-June 74 
1X/4 Oct-Dec 73 
1X/3 July-Sept 73 
1X/2 Apr-June 73 
1X/1 Jan-Mar 73 
July-Sept 72 
VIII/3 July-Sept 72 
VII/4 Oct-Dec 71 
VII/3 July-Sept 71 


Vil/1 Jan-Mar 71 
Vil/1 Jan-Mar 71 
VII/1 Feb 70 


COMMERCIAL REPRESENTATIVES, OFFICIAL 


How to arrange a store promotion 
Trade fairs and exhibitions 

Using publicity 
Reporting on the market 
Reporting home 

When you go on tour 

Making the right contacts 

You and your job 


CORRESPONDENCE 
Stream-line your export paper work 
It's a deal 

Letters are salesmen 


COSTING AND PRICING 


Costing: a key to markets 


EXPORT PRACTICE 
Stream-line your export paper work 
Dealing in documents 

It’s a deal 

Trade terms are vital 

Letters are salesmen 


FAIRS, EXHIBITIONS 

Gauging cost-effectiveness of exhibitions 

New face for trade fairs 

Eighty-three firms in one container 

Industrial communications: shooting with a rifle 
Trade fairs: uses and abuses 

Trade fairs in Eastern Europe 

New paths to trade fairs 

Trade shows need planning 


FINANCING, EXPORT 


Dealing in documents 
The merchant banks 


FINANCING, INVESTMENT 
The merchant banks 
IFC: funds for growth 


FRENCH FOREIGN TRADE CENTRE 


Guiding the small exporter 


INSURANCE, EXPORT CREDIT 


Export credit insurance: an international movement 


INTERNATIONAL FINANCE CORP. 
IFC: funds for growth 


X/4 Oct-Dec 74 
X/3 July-Sept 74 
X/2 Apr-June 74 

X/1 Jan-Mar 74 
1X/4 Oct-Dec 73 

1X/3 July-Sept 73 
1X/2 Apr-June 73 
1X/1 Jan-Mar 73 


1X/4 Oct-Dec 73 
V1/4 Sept 70 
VI/3 July 70 


1X/3 July-Sept 73 


1X/4 Oct-Dec 73 
1X/2 Apr-June 73 
Sept 70 

July 70 

V1/3 July 70 


X/4 Oct-Dec 74 
X/3 July-Sept 74 
1X/4 Oct-Dec 73 

1X/3 July-Sept 73 
1X/1 Jan-Mar 73 
Vill/1 Jan-Mar 72 
Vil/1 Jan-Mar 71 
VI/2 May 70 


1X/2 Apr-June 73 
Vill/2 Apr-June 72 


Vill/2 Apr-June 72 
VII/3 July-Sept 71 


1X/2 Apr-June 73 


VII/2 Apr-June 71 


VII/3 July-Sept 71 
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INTERNATIONAL TRADE CENTRE 
When you export to the USSR 

Selling to Eastern Europe 

Costing: a key to markets 

Viewing the market close up 

Now: advice on packaging 


JOINT EXPORTING 
Pooling produce for export 
Ten steps to joint exporting 
The Vinos Argentinos story 
Forging ties that bind 


JOINT VENTURES 
Forging ties that bind 


MARKET RESEARCH TECHNIQUES 


Market research for selling abroad 
Homing in on Europe 

Using the Soft Drink Barometer 
Comparability: sacred principle? 
Make market research pay 


MARKETING 


Overseas marketing of processed tropical timber 
Product brochures: your silent representative 
Follow the rules on export packaging 

Exporting is not a free ride 

Pooling produce for export 

Multinational marketing—‘“the only hope” 

How direct mail works 

Industrial communications: shooting with a rifle 
Ten steps to joint exporting 

The Vinos Argentinos story 

How to get it on the shelves 

How Migros buys 

A hard look at leaf marketing 

Making publicity work 

A text-book operation 

Product support—your missing link? 

Homing in on Europe 

Using the Soft Drink Barometer 

When you need a consultant 

How New Zealand sells “Europe's newest meat” 
Make a marketing plan 

Advertising to industry 

Stick to your key markets 

How we entered two tough markets 

Choose your markets 

Promoting below-the-line 


Kenya Pyrethrum’s ads tell how to choose insecticides 


X/4 Oct-Dec 74 
X/3 July-Sept 74 
1X/3 July-Sept 73 
1X/2 Apr-June 73 
1X/1 Jan-Mar 73 


X/1 Jan-Mar 74 
1X/3 July-Sept 73 
1X/3 July-Sept 73 
Vil/4 Oct-Dec 71 


Vil/4 Oct-Dec 71 


Apr-June 72 
Oct-Dec 71 
VII/4 Oct-Dec 71 

Vil/2 Apr-June 71 
July 70 


X/3 July-Sept 74 
X/3 July-Sept 74 
X/2 Apr-June 74 
X/1 Jan-Mar 74 
X/1 Jan-Mar 74 
1X/4 Oct-Dec 73 
1X/4 Oct-Dec 73 
1X/3 July-Sept 73 
1X/3 July-Sept 73 
1X/3 July-Sept 73 
1X/2 Apr-June 73 
1X/2 Apr-June 73 
1X/1 Jan-Mar 73 
VIII/3 July-Sept 72 
VIII/3 July-Sept 72 
Oct-Dec 71 
VII/4 Oct-Dec 71 
ViI/4 Oct-Dec 71 
Oct-Dec 71 
VII/3 July-Sept 71 
Vii/1 Jan-Mar 71 
Vil/1 Jan-Mar 71 
Dec 70 

V1/4 Sept 70 
V1/4 Sept 70 
Feb 70 

VI/1 Feb 70 


NETHERLANDS CENTRE FOR PROMOTION 


OF IMPORTS 


CBI: Doorway to sales 


PACKAGING 


Follow the rules on export packaging 
Now: advice on packaging 


VIN/3 July Sept 72 


X/2 Apr-June 74 
1X/1 Jan-Mar 73 


PROMOTION OF EXPORTS, EXTERNAL 


Expansion of exports by developing countries 
Gauging cost-effectiveness of exhibitions 
Export promotion: views from the field 

New face for trade fairs 

The role of advertising in export promotion 
Multinational marketing—“the only hope” 


X/4 Oct-Dec 74 
X/4 Oct-Dec 74 
X/4 Oct-Dec 74 
X/3 July-Sept 74 
X/2 Apr-June 74 
{X/4 Oct-Dec 73 
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Eighty-three firms in one container 
Guiding the small exporter 
Trade fairs: uses and abuses 
Trade fairs in Eastern Europe 
The printed word—Part 2: Publicity 
for export promotion 
New paths to trade fairs 
Trade shows need planning 
The printed word: vital link in export promotion 
See also—“Commercial representatives, official” 


1X/4 Oct-Dec 73 
1X/2 Apr-June 73 
1X/1 Jan-Mar 73 
Jan-Mar 72 


Vil/1 Jan-Mar 71 
Vil/1 Jan-Mar 71 
Vi/2 May 70 
VI/2 May 70 


PROMOTION OF EXPORTS, INTERNAL 


Expansion of exports by developing countries 
Export promotion: views from the field 
Pooling produce for export 
Beyond the profit motive 
Ten steps to joint exporting 
Promoting handicrafts for export— 
path to problems or road to rewards? 
Forging ties that bind 
The documentation centre 
TDA: pin-pointing export promotion 
The elements of export promotion 
Export credit insurance: an international movement 
Organizing for export promotion 
Make market research pay 
Small business export curbs 
The printed word: vital link in export promotion 
Import substitution vs. export orientation 
Sikkim reclaims its heritage 
Engineering export patterns 


PUBLICATIONS 
Product brochures: your silent representative 
Trade fairs: uses and abuses 


X/4 Oct-Dec 74 
X/4 Oct-Dec 74 
X/1 Jan-Mar 74 
1X/3 July-Sept 73 
1X/3 July-Sept 73 


VIII/1 Jan-Mar 72 
VII/4 Oct-Dec 71 
VII/4 Oct-Dec 71 
VII/3 July-Sept 71 
VII/3 July-Sept 71 
Apr-June 71 
VI/5 Dec 70 

V1/3 July 70 

July 70 

May 70 

Vi/1 Feb 70 

VI/1 Feb 70 

Vi/1 Feb 70 


X/3 July-Sept 74 
1X/1 Jan-Mar 73 


11 


The printed word—Part 2: Publicity 
for export promotion 


The printed word: vital link in export promotion 


QUALITY CONTROL 


Zero defects—Japan’s quest for quality 


REPRESENTATION 
Distributors: finding and keeping the best 
How we entered two tough markets 


SERVICES, EXPORT 
CBI: Doorway to sales 

The merchant banks’ 

When you need a consultant 


TARIFF SYSTEMS 


GSP: three years of progress 
GSP: what you should know 


TRADE BARRIERS 


Foreign trade barriers: what you should know 


TRADE TERMS 


Trade terms are vital 


TRADE TRENDS 


Engineering export patterns 


TRAINING 

Breaking the language barrier 
What exporters should know 
New paths to trade fairs 


TRANSPORT 

Code on shipping 

Unitization—the transport revolution 
Air freight: time for take-off? 


VII/1 Jan-Mar 71 
VI/2 May 70 


IX/1 van-Mar 73 


X/2 Apr-June 74 
V1/4 Sept 70 


VIII/3 July-Sept 72 
Apr-June 72 
VII/4 Oct-Dec 71 


X/4 Oct-Dec 74 
VIII/3 July-Sept 72 


VI/5 Dec 70 


July 70 


VI/1 Feb 70 


Vil/2 Apr-June 71 
Vil/2 Apr-June 71 
ViI/1 Jan-Mar 71 


X/3 July-Sept 74 
VIII/1 Oct-Dec 72 
Vil/2 Apr-June 71 


Geographic 


ABU DHABI 
Markets bloom along the Gulf 


ARGENTINA 


The Vinos Argentinos story 


BAHRAIN 
Markets bloom along the Gulf 


BULGARIA 


Bulgaria: growing market for developing countries 


CANADA 


GSP: three years of progress 


DUBAI 
Markets bloom along the Gulf 


EUROPE, EASTERN 

Selling to Eastern Europe 

How Eastern Europe decides what to buy 
Trade fairs in Eastern Europe 


V1I/4 Sept 70 


1X/3 July Sept 73 


V1/4 Sept 70 


July 70 


X/4 Oct-Dec 74 


V1I/4-Sept 70 


X/3 July-Sept 74 


Apr-June 72 


Jan-Mar 72 


EUROPEAN ECONOMIC COMMUNITY (EEC) 


GSP: three years of progress 
GSP: what you should know 


FRANCE 


Guiding the small exporter 
HUNGARY 
Hungary: a growing market 


INDIA 

Promoting handicrafts for export— 
path to problems or road to rewards? 

TDA: pin-pointing export promotion 
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X/4 Oct-Dec 74 


VIII/3 July-Sept 72 


1X/2 Apr-June 73 


Sept 70 


Jan-Mar 72 
VII/3 July-Sept 71 


PP 


p. 
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ISRAEL 
Beyond the profit motive 


JAPAN 
GSP: three years of progress 
Zero defects—Japan’s quest for quality 
GSP: what you should know 


KUWAIT 
Markets bloom along the Gulf 


NETHERLANDS 


CBI: Doorway to sales 


NEW ZEALAND 


How New Zealand sells “Europe’s newest meat” 


PERSIAN GULF 
Markets bloom along the Gulf 


QATAR 
Markets bloom along the Gulf 


ROMANIA 


New Romanian trade office 


SAUDI ARABIA 
Markets bloom along the Gulf 


SIKKIM 


Sikkim reclaims its heritage 


UNITED KINGDOM 
GSP: what you should know 


USSR 
When you export to the USSR 
USSR trade partner 


1X/3 July-Sept 73 


X/4 Oct-Dec 74 
1X/1 Jan-Mar 73 
July-Sept 72 


V1/4 Sept 70 


VIII/3 July-Sept 72 


VII/3 July-Sept 71 


V1/4 Sept 70 


V1/4 Sept 70 


Apr-June 72 


V1/4 Sept 70 


VI/1 Feb 70 


VIII/3 July-Sept 72 


X/4 Oct-Dec 74 
VI/5 Dec 70 
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